Hetail Mews 


| Rep Wine Launcnes New Motorcycte Boot Collection 








WHAT’S INSIDE 
TMP Wor.cpwipeE Hires New 


YELLOW PAGE/HiRING CONTACT 


The Motorcycle product line is one of the fastest growing lifestyle 
categories in the United States, and is one that can add value for 
our customers, as well as increase Red Wing’s bottom-line. Red Wing’s 
footwear design team has worked hard to develop a complete Motorcycle 


RETAIL STORE TESTS 
Your daily contact at TMP New Loox 


Worldwide (TMP) has changed! 


Rep Wina / 
collection to help you sell to this market. Red Wing’s new motorcycle ue Fredlund has replaced Justin WORX UppatTes 
footwear line will be offered in both men’s and women’s styles, and will be want pOaes te on with ve 
available the first quarter of 2004. “ee ? ean Page directory and/or rte ia tcoib ldo 
The Motorcycle market potential is huge. Nearly 5 million motorcycles were er Customer NEEDS 
registered with the US Department of Motor Vehicles in 2001. Nearly 2 Kim will be the contact that sends eee nee 
million of those owners directly match the demographics of our core you the Red Wing Yellow Page iS ieineueonin 

Red Wing customers. That’s why Red Wing is ready to launch a order form to sign and return to 








Motorcycle boot collection with its traditional commitment to _ _ will ae nes all Co-op REMINDERS 
age advertising order with the 
service and product excellence. Look for more Motorcycle boot cia senna 
marketing information in upcoming issues of Retail News, as we Ake PropuctTs 
are currently developing advertising materials and in-store avallabie Lo answer questions AVAILABLE IN 


merchandising items to help you sell the value-added you might have about your JANUARY 


appropriate publisher, and be 





motorcycle footwear line. Your Sales Representative will advertisement. 
be calling on you soon with the new line, or you can call In case you missed it in the last 
your representative to schedule an appointment. issue of Retail News, Red Wing 


Shoe Company has also partnered 
with TMP to bring you an effective 
and affordable solution for hiring 


the right skilled and hourly 


During the year our Retail Department receives many letters of appreciation personnel. TMP Worldwide 
from customers all over the United States. That’s why a monthly contest has Directional Marketing is a division 
been created to reward the person who receives a letter containing the most of Monster Worldwide, the parent 


Style #970 


OUTSTANDING CUSTOMER SERVICE WINNERS 


outstanding customer service comments. A committee was formed to review 
letters monthly, select a winner, and award them with a $50.00 gift certificate 
to the restaurant of their choice. Congratulations to our winners mentioned 


company for the leading career site 
Monster.com. This new program is 
simple to take advantage of, and will 


below, and thank you for your exceptional customer service! Direct your great get your jobs in front of the most 


customer service letters to Jody Johnson, Red Wing Shoe Company, 314 Main 
Street, Red Wing, MN 55066. 


April: Erik Evenson/Boulder Co 
May: Sheri Montgomery/Culver City, CA 
June: Paty Harris/Oregon City, OR 


FALL NATIONAL TV 


This fall Red Wing is launching another aggressive brand 


qualified job seekers in your area. 


1) Complete an order form so you 
can indicate how many job postings, 
which positions, and which payment 
option and fax to Kim Fredlund at 
952-941-9010. 


2) Kim verifies your order and then 
posts your job. 





advertising campaign. The national cable schedule runs during 3) Applicants apply by sending 

targeted programming that reaches our primary audiences during the critical information to your designated 

fall selling season. Running local advertising that coincides with the national location. 

television campaign will help boost your advertising efforts. Your Red Wing TMP has received a lot of positive 

sales representative can share the TV schedule details with you. TV feedback from Red Wing Store 

commercials are available in a :25/5 version so you can add your personalized Personnel that have utilized this 

message to the end of the ad. hiring program. And it is so easy to 

To order the “Bed” or “Beach” commercials, contact Customer service and use! If you have any questions about 

SE eee ber Yellow Pages or the Monster hiring 
#94667 Muscle Shoe “Beach” (3/4) program, don’t hesitate to call Kim 
#94668 Muscle Shoe “Beach” (Beta) ieee eran tel ois an 


#94385 ComfortForce “Bed” (3/4) her at kimberly.fredlund@tmp.com. 
#94161 ComfortForce “Bed” (Beta) 
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SEVEN STEPS To SELLING — STEP 5 


In the last four issues of Retail News we 
talked primarily about the physical and 
mental preparation necessary for a day’s 
or a career’s worth of selling (Step 1). 
We’ve stressed the importance of a good 
attitude, knowing your competition, 
preparation and first impressions. Next 
we stressed the importance of how you 


greet and listen to a customer, and qualify 


your customer (step 2 & 3) and sell your 


product (Step 4). Now we wish to go over 


how to overcome objections as you 


Fit/Present The Product (Step 5). 


As you Fit and Present the product, you 
are always working towards mutual 
satisfaction and a sale. There are times 
though, when the customer may come up 
with reasons to put off what he/she 
wanted to do. How do you turn a 
moment of customer indecision into an 
affirmative action? One way to avoid 
indecisiveness is to be sure to explain the 
value of our boots, Make sure that you 
are showing the value of the boot and 
differences in technologies between a 
Red Wing and competitor’s boots. If 
customers are hesitant, ask more 
questions to find out key reasons for 
hesitancy. Seek out the inhibiting 
influence on the customer’s purchase. If 
you don’t, you’ll find yourself expressing 
the same attitude or empathizing with it. 
Your job is to find a way for people to 
buy things. Make sure people get to 
experience the good things about the 
Red Wing’s you sell — and let them know 
you believe they’re worth buying. 
Believing in your product and knowing 
how to overcome objections is a sure way 
to increase sales. 


THREE New VASQUE STYLES AVAILABLE JANUARY 2004 


The Vasque product-line has great shelf-appeal. And recent press 
coverage containing many rave reviews about Vasque footwear 
confirms that the product-line is selling quickly. Checkout these 
new exciting styles for 2004. You won’t want to miss out on this 


selling opportunity. 
The Breeze - Fast Packing Shoes 


A Hybrid between a hiking and crosstrail running shoe that keeps 
runners moving fast and light. First in its category with highly 


breathable Gore-Tex XCR. 


Adventure Racing Shoe - Vasque Borneo Adventure 
Lightweight, breathable with superb traction for performance athletes. 


Retail News Vol.9 2003 






RED WING / WORX UPDATES 





New Comfort Casual Brochures Available 


A special Comfort Casual self-mailer brochure has been designed to help you 
target and sell our new Red Wing casual shoe collection. This new brochure explains 
how Red Wing’s casual footwear line easily adds comfort and style to any professional’s 
work-casual wardrobe. The comfort casual self-mailers are packaged in lots of 100 (Free). 


Contact customer service at 1-800-538-5647 and ask for item #94852. 


Red Wing/ WORX Catalog Issued* 


The Summer 2003 Red Wing/ WORX wholesale catalog shipped to most Red Wing and 
WORX dealers the week of June 9th. Also included was a wholesale price list for both 
brands. Please note that there is no mid-year price increase for either brand. If you didn’t 
receive a new catalog additional catalogs can be ordered by contacting Red Wing 
customer service at service at 1-800-842-1301, and ask for item #94308. 


Co-op REMINDERS 


Don’t forget to take advantage of co-op dollars earned in 2003. Be sure to finalize your 
advertising plans as we head into the last quarter of 2003, because your Co-op funds 
expire November 30th. Send your proof of advertising with RWSC’s Cooperative 
Advertising Claim Form (Item #94103) to the Co-op Advertising Department, 314 Main 
Street Red Wing, MN 55066. If you have questions about your co-op dollars, contact 
Michele Just or Elaine McDonnell at 1-800-538-5647 (Option 2). 


Co-op Claim Processing Delays 


Due to recent personnel changes we have experienced claim-processing delays. We 
apologize for this inconvenience, and ask for your patience as our new Channel 
Promotions Coordinator, Michele Just works to bring advertising claims to a current status. 


Co-op Balance Updates 


Want to know your co-op balance? Look for your co-op update letter in September, 
which will state your current co-op balance. 


INDUSTRIAL SALES PROPER REPORTING REQUIREMENT REMINDER 


Due to the recent addition of the Waste Management account, we’d like to remind you 
of the importance of proper sales reporting. Reporting requirements are necessary to 
help us remain compliant, manage account relationships, as well as to better analyze our 
footwear programs. Not reporting sales from key accounts such as GSA, 3M and Waste 
Management jeopardizes our contracts for the entire Red Wing dealer network. That’s 
why we appreciate your prompt reporting efforts. Thank you for helping us maintain our 
positive working relationships with these accounts. 

Please send your Sales Report or GSA Dealer Reporting forms with your seven digit 
Red Wing account number to: National Accounts, Red Wing Shoe Company, 314 Main 
Street, Red Wing, MN 55066, or fax them to 651 385-1798. GSA forms may also be 
emailed to: GSA @redwingshoe.com. 





Trail Running - Vasque Lightspeed Trail Running Shoes 
Lightweight shoes with aggressive sole for trail runners. 


This colorful new product line is sure to spruce up any shoe 
display. Contact a salesperson near you to find out more about 
the latest Vasque product line, or simply place your Vasque order 


today at: 800-842-1301. 





Borneo Adventure Lightspeed Trailrunning 


The Breeze 





DIVERSE FOOTWEAR SELECTION MEETS CUSTOMER NEEDS 








Are your customers looking for more variety in footwear? Consider expanding your shoe selections with the many styles 


available today from Red Wing and WORX™. Now more than ever you can offer your customers footwear selections that 


meet their unique needs. Look at these new and exciting products below. Contact your salesperson to find our more about 


the latest Red Wing and WORX product-lines, or simply place your order today at 1-800-328-9453. 








Waterproof Muscle Shoes 


Do you have customers who love the Muscle 
Shoe boots, but need waterproof protection? 
Check out the new waterproof Muscle Shoes 
from Red Wing. Advanced RWDry has been 
combined with tri-layer waterproofing, to make these 

boots and shoes well suited to conditions that require plenty of 
protection from the wet. 





Western Boots 


Do you have customers who appreciate 
dedication to fine Western detailing? If so, these 
customers will love Red Wing’s new Western 
footwear collection. Features to appreciate 
include traditional pull-on design; true western 
stitching, beaded California side seams and top 
lines. These boots are perfect for a ranch, a 





worksite or any professional setting. 


WORX 


BY HED Wikis SHES 





Everyday Work Group 


Want to sell more boots to the everyday 
shopper? You can with Red Wing’s new 
Everyday Work Group collection, which is 
anything but everyday in its commitment to 





safety and comfort. These boots feature 
traditional lace-up styling, excellent leathers, and 
direct attach design for strength. The footwear offers an added collar 
padding for full-day relief. In addition, its oblique toe box allows 
tough-to-fit customers access to steel toe protection and all toe 
comfort. This line also goes non-steel with regular soft toe boots, great 
for all-around work by all-around smart shopping workers. 


The Western Group 


Looking for a product line that works longer, 
harder and tougher for ranchers, farmers and 
workers in rural environments? WORX by 
Red Wing’s Western Group delivers the 
durability and performance needed for rural 





workers. The boots features an outsole molded 
to a quality Good year welted boot, combined with solid mineral 
resistant leathers that will keep these boots on the job for years. 
Available in both steel and soft toe design for men and soft toe only 
for women. 


New Rep Winc PRopucts Confirm OurR CommitTmMENT TO WORKERS 


Non-Metallic Tech Toe Footwear 


Do you have customers who travel through 
secured areas, but need safety shoes that protect 
their toes? The new Tech-Toe feature, exclusive 
to Red Wing, offers users the protection of a steel 
toe without added weight or the inconvenience or tripping metal 
detectors. This collection is made of the most advanced materials, 
boasting an athletic design that is tough enough to tackle any work 
environment. Now your customers can enjoy style combined with 
lightweight protection. And if traveling through security environments 
such as airports they can do so hassle-free. 





Muscle Wedges 


Looking for the perfect boot for the customer that 
needs sure footing? Now you can meet this 
customer’s need with the new flat-bottomed, 
heel-free working boot perfect for high steel 
jockeys and construction specialists. Another plus 
to this heel design is that it doesn’t pick-up large 
amounts of mud, which is especially appreciated by steel 
jockeys, construction specialists and agriculture workers. 





New WORX PrRopuctTs OFFER BROAD SELECTION OF JOB SPECIFIC FOOTWEAR 


Cordura® Group 


Do you have customers who work in the meat, poultry 
and dairy processing industries who are looking for 
non-leather boots? If so, then you certainly need to add 
the Cordura footwear group to your shoe sale 
selections. The surfaces and environments that exist 

in these facilities are no match for leather. That’s 

why choice Cordura material was used for this 





footwear line because it can handle these harsh conditions. 
WORX didn’t compromise on protection either. These boots feature a 
highly slip resistant sole with waterproof uppers. 


Metguard Group 


Are you looking for boots that can protect customers 
who work long, hard days mining or conducting 
heavy manufacturing activities? If so, your 

customers will want to be standing in WORX with 
metatarsal protection. The Metguard Group is the 
WORX heavy hitter that protects and performs 
under the working world’s toughest conditions. Styles include two with 
athletic-inspired flexibility and one styled from the lace-up work boot 
tradition. The Athletic version offers internal or external metguards. 
The 10-inch steel toe lace-up boot offers an internal metguard with a 
heat-resistant outsole and an aggressive, grip-it-and-stay lug pattern 
sole. Help your customer work safe and strong with Metguards from 


WORX by Red Wing. 








/ INCREASE Foot TRAFFIC Wit Direct MAIL 


A Clearance direct mail postcard has been reaching customers and 
prospects with a message that Red Wing retailers are clearing out old 
inventory. Participants of the Clearance direct marketing campaign qualify for 
Red Wing’s 50% co-op offer. If you didn’t participate, don’t miss out on the 
next direct mail opportunity. Be sure to keep in touch with your sales 
representative for direct mail news. Direct questions and/or feedback to Jane 
Sturges at 651-385-1808, or jane.sturges@redwingshoe.com. 


REMINDER: SEND DEFECTIVE SHOE RETURNS To RED WING 


To hasten the process for defective shoe returns we need your help. Please 
remember to send your returns to Red Wing instead of the Salt Lake City 
warehouse. By following this procedure you will eliminate future hassles, 
because the Salt Lake warehouse will no longer accept defective shoe returns. 
Instead, your returns will be sent back to you with a letter stating they have 
been sent to the wrong location. So, don’t forget to send your defective shoe 
returns to Red Wing or they will be returned to you. 


ADDRESS CHANGES MepbiAa LIBRARY 


If you have changes to your store 
information shown on the web 
dealer locator or 1-800- Red Wing 
number, please contact Dawn 
McRoberts in customer service at 
651-385-6542. The Red Wing 
Store Locator — making it easy for 
customers to find you, and buy 
from you. 


Are you getting your Fall ads ready? 
If so, check out Red Wing’s Media 
Library, your tool for downloading 
everything you need to complete an 
ad. If you need help downloading 
photos, logos, or boot images contact 


Clare Pavelka at 651-385-1104. 


Rep WinGc Tests New SToRE DESIGN AT MALL OF AMERICA 


Retailers realize new and exciting merchandising efforts keep 
customers coming back, and the Mall of America’s Red Wing 
Shoe Store is no exception to this rule. In June, the Mall of 
America Red Wing Shoe Store was moved to a better 
location where a new store design was introduced to improve 
customer appeal. This location boasts a better store size for 
the market, featuring a new interior décor, increased interior 
and exterior signage, leather benches, open selling fixtures, 
branded video messaging, camo leather products, and other 
leather appointments. In addition, the new location contains 
a wide inviting storefront, and a much more impactful 
branding experience for all four Red Wing brands. The 
overall décor and plan-o-grams were designed to attract more 
customer interest and generate greater product and brand 
awareness. Mall of America’s store manager John Corcoran 
has already noticed a very positive customer response to this 
store’s new look. Once this new design concept is fully 
tested, successful layout elements will be expanded and made 
available to all Red Wing Retailers. 






| FooTwearR Conversion WuHeet Now AVAILABLE 


Have you ever needed to know what size men’s shoe 
will fit a woman? Now we’ve made it a little easier to 
determine the proper shoe size using a simple “Shoe Size 
Conversion” wheel. The wheel contains conversions for USA 

Men, USA Women, British, Japanese, and European shoe 
sizes. Contact customer service at 1-800-538-5647 and ask for 
item # 94702. The cost is $1.50 each. 
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